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taking a walk over much-
smoother terrain, Stark and
Watts addressed soveral bumps
in the road for the new regime of
the fostival, notably how some
merchants expressed displeasure
over not being included in previ-
ous decinions. Those included the
following:

@ When the fostival takea
place. It ia sloted for June 22-24
this year, instead of in mid-July,
with the date change largely
meant to minimize direct compe-
tition agninst other similar
extravaganzas and maximize
opportunities to draw the better
fine arts craftors.

To that end, one of the BUggos-

Jass bunds.
A batter m(x of crafters
mors wida-opsd set-up

in the Downtrwn l‘]
Centor, whers tha traditional
-yallow. circus tent nolonger

will ite. :
qu:onannchulcw
display -ndqq.bnm. .

bridged when Stark answered a
list of 12 pemnent questiona

tions being
is to conduct & “juried” quality-
control check to mako sure
craftera are top-notch and made
their own goods rather than buy-
ing them in stores and putting
them out on display. Memorial
Park is a likely venue for fine
arts crafters. “We want crafters,
but we don't want just any
crafters,” Watta snid,

B Changing the cvent's name
from foundera featival to family
fest, which Stark said was done
to “better reflect where we are in
2000 and beyond” and to cele-
brate the fact that families are
essential to Farmington nnd
Farmington Hills,

“Our niche ...
Stark aaid.

B Aspessing merchants a $60
fee for the right to disploy mer-
chandise in front of storea.

The general displeasure
prompted the recent resurrection
of the Downtown Farmington
Merchants Association, which
had several members at Wednes-
day’s mecting. Displeasure also
led to finger pointing, some of it
beginning during the 1999 feati-
val, and an attitude among some
that things always done a partic-
ular way were suddenly chang-
ing too faat for their liking.

“Tho only people who are going
to make this happen are those of
you in this room,” Stark said,
tacking on various civic gervice
clubs as another prime source of
positive action. *... There is no
‘they,’ therc's only us. We are the
featival.”

Over the past few weeks, any
gap in information began to be

is the family,”

posad by he mer-
chanta association, W nesday’s
mesting continued thé discus-
sion.

Prior to the mect&ng, Rarming-
ton City Manager Frank
Lauhof, nlao on the FAFF board,
conceded that “abviously, we did-

n't do a good ennugh ;ob of (com-
icating) in the begi

We want to back up and make

sure everybody who ie directly

impacted is involved. ... This is

an inclusive effort to make this

festival better. And we need each
one of thum to participate.”

Stark also explained why the
feetival needs to be viewed as a
business, for it to last. Before
1999, the Farmington-Farming-
ten Hills Chamber of Commerce
championod the cause, often
underwriting costs to organize it.
When it became too much of a
burden for the chamber, it start-
ed looking for a festival safety
net in 1997; two years later,
Watts-Up! was hired to take
aver,

“We have to balance out on the
bottom line,” emphasized Stark.
“That's one cvld, hard fact we all
have to realize. We need to look
at this event with business eyes
as well as community eyes.”

Fees are key

One business fact is the cost of
putting on an entertaining, suc-
cesaful event. Watts said approx-
imately $77,500 will nced to be
generated to break even, of
which $20,000 is required to
caver the fee for Watts-Up!

Watts said commercial ven-
dors and independent crafters

will be charged $300 and $160,
reapectively, to set up booths at
the Downtown Farmington Cen-

ter

Meanwhile, the previously
protested $60 sidewalk display
fee, and $60 fees being tacked on
to thoso crafters who set up their
booths cither at the privately
owned Masonic Temple or First
United Methodist Church, are to
meet oxpenses for esscntiala
such as festival insurance and
media promotions. One of the
festival board’s goals is to draw
people from outside Farmington
and Farmington Hills, not only
to enjoy the feativities but to dis-
cover the various retail shops in
the area,

“We're not just an event firm,
we do marketing,” said Watts,
who runs Watts-Up! with his
wife, Sandra, also present at the
meeting. “We'll include you in
the PR wire that goes across the
state.”

Stark and Watts had to field
geveral questions from one
crafter about being charged an
extra fee on top of what they are
required to pay for a spot at
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First Methodiat or Masonic Tem-
ple — $80 or $100, respectively,
in 1999

“The decision was made that
everybody who benefits from the
featival should put something
back into it,” Stark said. *That'a
a fact of business.”

Added Watts, “Peaple are uned
to the old way. But people have
to take the responsibility on
themselves.”

Be patient

Merchants and erafters were
asked to show patience, and give
Watts some time before judging
his work, He said his efforta
have helped 1ift the Plymouth
International Ico Festival to
unprecedented heighta, and he
has similar hopes for Farming-
ton's showease.

And, referring to last year,
Watts said all he could do was
follow the established formula
and merely ensure that a festival
took place. “We don't feel last
year’a featival was a Watta-Up!
production.”

Hopefully, he continued, peo-
ple will start to see some notice-
able improvements with the
2000 featival.

That means upgrades in the
quality of vendors and crafters,
and a move away from the usual
carnival-like food and entertain-
ment offerings of the past.
Although family fun won't be
obsolete — in keeping with the
new name — it won't be business
a8 usual.

“People have done the same
thing over and over again,”
Watts said. “After seven, eight or
10 years, people don't want to
see the Teen Angels, who play at
10 p.m. on Saturday night. Same
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Come one, come all: Becky Burns advertised the meet-
ing in the door of her business, The Farmington Balz-
ery.

thing with the food.”

fter the meeting both Watson
and Sallen said they feit even
better about shelling out the $50
sidewalk fee, especially because
a chunk of it will go toward festi-

val promotions.

“We don't mind putting in any.
kind of fee they moy need, with-.
in reason,” Watson said. "But we 7

going to get for it.”

Shifrin - Hayworth, a consumer research firm, is
canducting a rescarch stm‘l)v among people who have
taken either Rel Tamifl r FI dine in the
past twelve months. This is not & cimical trial, norisita
snles meeting of any kind Qualified participants will
recoive $80. If interested, please call Florence at
1-800-559-5854.
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